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THATCHER Furnaces 


New Meteo 


AFAVORITE in the Thatcher line. It is one of 
the biggest selling furnaces made. Its many 
improved features and excellent construction 
make it the highest type of Top Radiator furnace 
manufactured. Write for list of features and 
catalog giving full details. 


341 N. Clark Street, CHICAGO, ILL. 


THATCHER FURNACE CO.., 133-135 W. 35th St., NEW YORK, N. Y. 


39-41 St. Francis Street, NEWARK, N. J. 
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This 460 Foot Two Story Warehouse 
‘Fully Stocked for Your Needs 


TOW is the time to check up your stock of registers and fittings and an- 
| ticipate your fall needs. By ordering now, you will protect yourself 
against a possible shortage—and installation delays—later on. 


The reserve stocks carried in the 460 ft., two-story Mueller warehouse —- de- 
voted entirely to Mueller Registers and Fittings — are ample to meet practi- 
cally any demand on short notice. 


If you have never used the time-and-labor-saving Mueller stack “that builds 
itself”, or Mueller russet-bronze registers (supplied in many other popular 
finishes, too) you will be agreeably surprised when you put in your first 
Mueller job. You can safely and profitably use Mueller Registers and Fittings, 
knowing none better can be secured. Write, wire, or phone us your requirements. 


L. J. MUELLER FURNACE CO., 193 Reed Street, MILWAUKEE, WIS. 
Makers of Warm Air, Steam, Vapor, and Hot Water Heating Systems, Registers, Pipe and Fittings 
Warehouses: Baltimore Brooklyn Raleigh,N.C. Detroit St.Louis Minneapolis SaltLake City Seattle 
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wonderfully in getting results. 








THE CIRCULATION OF IDEAS 


MAKING MEN proud of their work never cuts production or diminishes 
quality. But constant drain of their sense of fulfillment does that very thing. 

YOU HAVE ONE excellent way to make your superintendent or your foreman 
er one or.a group of your workmen proud of their work. The way is this: 

SUPPOSE in your organization there has been solved one of the constant 
problems that always accompany construction. 
than some new way of placing a machine so that production is increased. Or the 
problem may have been the expeditious repair of equipment. One hundred and one 
thousand possibilities present themselves. 

NOW IF YOU will write the occurrence in a letter to the editor of 
AMERICAN ARTISAN AND HARDWARE RECORD and send a picture if pos- 
It will be interesting to other contractors 


sible, the event can be given publicity. 
and their forces, and it will create a spirit in your own organization that will help 


The problem may be nothing more 
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SUPERIOR 
POSITIVE 
GRAVITY 
RETURN 

SYSTEM 


Something New in 


E dap SUPERIOR Positive Gravity Return Sys- 
tem brings a separate cold air return from 
every room, the cold air return exactly equalling 
the warm air supply, and this cold air, instead of 
entering the bottom of the casing, enters the top im- 
mediately under the warm air pipes at an angle of 
thirty degrees, the inner and outer casings being 
stopped off by an inverted cone. This baffle place 
compels the returning air to descend between inner 
and outer casings, insulating the inner casing so 





COMBINED 
WITH THE 
SUPER- 
SMOKELESS 
FURNACE 


Warm Air 


Heating! 


that there is no loss of heat in the basement. 
No mechanical devices are used—only the time 
proven law of gravity. Nothing to complicate 
—nothing to confuse—nothing to get out of order. 
Wonderfully economical results have been obtained 
—coal bills cut down, heating efficiency materially 
increased. All the rooms are evenly warmed and 
the circulation is so positive and so uniform that 
the operating expense is greatly reduced and 
complete comfort-assured even in violent weather. 


UTICA HEATER COMPANY UTICA, N. Y. 


CHICAGO BRANCH: 218-220 West Kinzie Street 
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Warm Air Furnace Industry Forges 


Ahead in Spite of 
Plentiful Barriers. 


’ 


Editorial 
of the 
Week 


HE warm air furnace is gradually but 

surely pushing itself to the front as a 

factor of primary importance in render- 
ing comfortable a dwelling house during the 
inclement season of the year. Although put 
through a long struggle with many forms of 
adversity, it is in a fair way to triumph at last. 
Public confidence is being won, and conse- 
quently the sale of warm air furnaces and sup- 
plies from now on will increase. 


As everyone knows, the industry did not 
emerge from oblivion over night. Recognition 
was slow in coming. The public mind is, in 
addition to a natural inertia, bound by scep- 
ticism for anything constituting a change in 
the established order of things. It had to be 
educated into the advantages and proper use 
of a warm air furnace, in quite the same man- 
ner employed to teach people to sleep with 
their windows open at night. 


In the August 2nd issue of American 
Artisan Frank H. Phegley has given a very 
descriptive outline of the industry’s progress. 

We must not, however, lose sight of the 
fact that there is still a great deal of work 
to be done. The installation of the furnace 
is still in the experimental stage. In- 
stallers have not as yet fully digested and ac- 
cepted the national code. It will take some 
time and effort to push prejudice aside and to 
give the installer a thorough understanding of 
the code and its functions. 

The whole-hearted assistance given the in- 
dustry by the University of Illinois is-a sign 
which augurs well for its advancement. It 
shows that men with scientific training and 
knowledge at their command believe that the 
furnace will come into general use, and are 
willing and anxious to give it their time and 
effort. The test house at Urbana, now being 
financed and erected by the warm air furnace 


industry, carries proof positive of a sincere 
desire on the part of the three factors—manu- 
facturer, university and installer—to work in 
unison. 

The manufacturer and installer must now 
cooperate to use the knowledge uncovered by 
research to the best advantage. The line 
of communication between the experiment 
station and the completed installation must be 
open at all times. The installer must en- 
deavor to inform himself on the latest data 
as evolved by the experiment station, and in 
this he is to be assisted by the manufacturer. 
On the other hand, the installer should advise 
che experiment station or the manufacturer of 
any untoward furnace performances coming 
ander his observation. 

The warm air heating industry was founded 
upon a correct scientific principle. It has 
progressed since the day of its inception, in 
spite of fierce competition and lack of ex- 
perience through the stage of the proverbial 
infant industry, but now the three factors 
must coordinate their efforts in such a way as 
to develop the best possible system for the 
consumer’s use. The at the 
mercy of the men in the industry, and it is up 
to these men to see that the trust is not vio- 
lated. When this is done there need be no 
fear about the inability of the installer to sell 
his installations. 


consumer is 


The apparatus has been developed. It now 
only remains to effect an installation as nearly 
perfect as human intelligence and genius and 
experience can do it. 
o. #8 

If you locate a prospect for a warm air heat- 
ing installation you are more likely to make a 
better profit than if he seeks you out, for most 
likely he will then also seek others out, and 


that usually results in price competition. 
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Random Notes and Sketches. 
By Sidney Arnold 

















If you want to know who Charlie 
Holub is, and it will be well worth 
your while to make his acquaintance, 
just peruse the July Fitting Re- 
marks of the W. E. Lamneck Com- 
pany. It carries a resume of his 
life’s activities which are exceeding- 
ly entertaining not to say instruc- 
tive. We'll leave the rest for you 
and for Charlie to do. 


ok * 


While at the Chicago Retail Hard- 
ware Association picnic, I overheard 
the following conversation between 
Dave Zweifel and Fred Russell, city 
sales manager for Hibbard, Spen- 
cer, Bartlett & Company: 

Dave: “I tell you, that new sales- 
man we put on is a corker—he’s 
got ideas!” 

Fred: “What's he done?” 

Dave: “He’s sold that big lot of 
old-fashioned washing machines we 
had in the warehouse—the ones that 
work by hand, you know—just told 
the stout women who came in that 
the pretty girl he had showing them 
used this plan to reduce her weight.” 


K x * 


Bob Kruse, who makes that good 
Kruse steel furnace, drove up from 
Indianapolis the other day to get a 
whiff of our famous lake breeze, 
and also combined a bit of business 
with pleasure. He had just closed 
a deal when I saw him sauntering 
down “Boul Mich,” so he told me, 
and maybe that was why he looked 
so good-natured, or maybe it was 
because of the many fine ladies who 
were sharing the sidewalk with him. 

ak aK ok 


A friend of mine took a young 
lady out to see the horse races at 
Hawthorne, which are supposed to 
be operated without betting (at least 
so far as the police and states’ attor- 
ney appear to know). 

Glancing over the program, she 
spied Lily M., saying: “I want to 
bet on her.” Looking at the jockey 
board, my friend replied, “Lily M. 


was scratched.” “Poor thing,” she 
ipl. “a ; , 
sympathized, “I hope it wasn’t se- 
rious and didn’t hurt her.” 
* ok ok 


E. F. Glore, treasurer of Abram 
Cox Stove Company, had an office 
boy who failed to give satisfaction, 
so he was discharged after a week’s 
trial. 

“Will you give me a character?” 
asked the boy. 

Our friend decided that he would 
write a noncommittal letter. His 
effort tesulted as follows: 

“The bearer of this letter has 
worked for me one week, and I am 
satisfied.” 

ok 3K ok 

Charlie Hauck, who has been 
running a big hardware and stove 
business in Springfield, Ohio, for 
many years, has a bit of humor in 
his make-up, and so he did not get 
“sore” when he received a big pack- 
age of household utensils with this 
note enclosed : 


“The enclosed articles have 
proved unsatisfactory to my wife, 
who, I regret to inform you, is 
very hard to please. I notice they 
are entirely as represented in the 
catalog and also just what was or- 
dered, so it is no fault on your part. 
My wife is naturally very trying at 
times. Sometimes she does not know 
what she does want. I am thorough- 
ly disgusted with the way my wife 
finds fault with things, especially 
when she receives exactly what she 
orders.” ° 

*x* * K 

Editor Stowe of the Michigan 
Tradesman celebrated his forty-first 
birthday as the boss of that inter- 
esting and helpful publication on 


. Wednesday, August 6th. 


Nothing that I can say in appre- 
ciation and felicitation could be said 
half as well as Douglas Malloch did 


_ it in the following verses written for 


the occasion of Mr. Stowe’s Anni- 
versary Number: 


August 16, 1924, 


RECORD 


Forty-one years is a long, long time! 
Why, men grow old in forty-one 
years, 
Men who never read much of rhyme 
Nor cared a lot about ather men’s 
tears. 
But here is a thought that comes 
and cheers, 
Sweet as a song by the angels sung; 
If our hopes are bright and our 
hearts are young, 
What is a matter of forty-one 
years? 
Forty-one years! There are men | 
know 
Who forty-one years have kept a 
store, 
And have watched men come and 
have watched them go 
Like the endless waves on an end- 
less shore. 
What is a year, and, yes, two- 
score, 
With the world to serve and your 
work to do? 
It all seems little enough to you 
When you look on life from a 
merchant’s door. 


Forty-one years is a short, short 
while, 
If getting something besides your 
gold— 
Such deeds to do and such smiles to 
smile 
There isn’t much time to grow so 
old. 
Forty-one years—but a year could 
hold 
So many blessings, such busy days, 
Such good to do in so many ways, 
We never noticed the years that 
rolled. 


Forty-one years—but another burns 
Like a rising sun in a sky of blue. 
Oh, a few grow old—but a wise man 


turns 
To another year and its tasks to 
do. 
Forty-one years—it may all be 
true, 
But we've forgotten the year that’s 
gone, 
And we're looking up and we're 
looking on 
And we’re looking forward to 
forty-two! 
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Harris Brothers Finally Told the Truth in Their 


Heating Equipment Advertisement. 


But it Took Them Three Weeks to Make , 
Up Their Mind That it Had to Be Done. 


T IS not a pleasant thing to have So we wrote to a number of man- __ prices or had heard of any one who / 
I to acknowledge that you have  ufacturers in these lines and asked _ had advanced his prices. ‘. 
done wrong, but sometimes it is them if they had advanced their Every one of them answered in t) 


necessary to do so, and if it is done ed 

with good grace that is usually the H E-; ATI N G 2 
last the wrong-doer hears of it. 4 

- But sometimes the guilty one tries oa 

to sidestep the admission and some- &, Y & T E- M oe 

times he tries to blame somebody : ‘ 


else for his “mistake,” and in both 
cases, usually he makes things so 
much worse for himself. 

And so it was in the case of the 
advertising writer—excuse us—the 
“Director of Publicity” for Harris 
Brothers, Chicago, whose latest 
stunt was a series of full page ad- 
vertisements in the Chicago Tribune, 
in which he made some startling 
claims about prices on “heating ma- 
terial.” 


The prices shown are for a heating system of 

sufficient capacity to heat an ordinary five-room 

—e size 24x40 feet, with five rooms and . 
ath. $ 


Hot Water System 
$110 Down 


Cnly $22.00 Per Month 
for <0 Months 


Steam System 


$95 Down 


Only $20.00 Per Month 
for 10 Months 


Cesh — 

oe $2 75 Hot water or 
‘steam, round ‘ 
sectional boiler. 

















Sections of these two advertise- 
ments were reproduced on pages 18 
and 21 of our August 9th issue, to- 
gether with certain information as 
to the true facts of the case, and are 
shown herewith in order that you 
may have a complete history of the 
case in one issue. 

It will be remembered that the 
statement made in the first adver- 
tisement that came to our notice 
ran like this: 

“On July 1st all manufacturers 





Hot water or 
steam, square 
sectional boiler. Direct Pipe 

Warm Air System 


$45 Down 


Only $10.00 ?er Month 
for 10 Months 


Pre, $135 


This price does not include 
cost of installation. 











Single Register 
Warm Air System 











advanced their prices on heating ma- $35 Down 

terial—but our pric ] . , . 
same low level. y? Because we warm air fur- Cash warm air fur- 
prepared ourselves against price ad- nace. Price, $98 nace, 





vances by purchasing large quanti- 
ties of heating equipment last spring. 
Ample quantities of all heating ma- 
terials are on hand for immediate 
delivery to July buyers. Buy now 
at prevailing low prices.” 
Inasmuch as we had not heard of 
any price advances on warm air fur- 
naces or warm air furnace pipes and 


We Now Install Warm Air Systems! 


We are now prepared to furnish every needed item for warm sir 
heating systems, and install the plant complete in new or old build- 
ing, ready for you to build the fire. Our estimators will call and 
hgure your requirements. 


On July first, all manufacturers advanced their prices on heating ma- 
terial—BUT OUR PRICES REMAIN AT THE SAME LOW LEVEL! 
Why? Because we prepared ourselves against price advances 
purchasing large quantitics of heating equipment last spring. Amp 
cuantities of all beating materials are on hand for immediate delivery 
to July buyers. Buy now at prevailing low prices. 


fittings, we were somewhat at a loss B uy Your Heating System Now 
to understand the broad statement and Take a Year’s Time to Pav 


a by this “Director of Publicity” Figure 1.—Original Section of Harris Brothers’ Advertisement in Which Untrue 
or Harris Brothers. Statement as to Prices Was Made. 
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the negative: 
No advances had been made on 
furnaces, registers, cold air faces, 


Then we wrote to the advertising 
‘manager of the Chicago Tribune, 
E. W. Parsons, explaining to 
him that a serious misstatement had 


pipes or fittings. 





HEATING 
SYSTEMS 


Buy Yours Now and 
Take a Year’s Time to Pay 


is one-third of the of your heating plant—take a 
pn re an the balance. Protect yourself against higher prices 
oe placing ror ty gl een ee AS wish. i 

i . will ou ve your hea s and s 
San tine a ogy complete instructions for installation.. All neces- 


sary tools furnished at a very low rental charge. 


We Now Install Warm Air Systems! 


We are now prepared to furnish every needed item for warm air heat- 
ing systems, and install the plant completé in new or old buildirigs, 
ready for you to build the fire. Our estimators will call and figure your 
requirements. 


On J first, leadi manufacturers advanced their ices on heatin 
On ey SUT ouR PRICES REMAEN. AT THE SAME LO 
LEVEL! Why? 


ances b has alte: vameitios of heating -~ SF 
urc u 

os oe” 2 *-»~ } a ~ Fat 4 

im te delivery. Buy now at prevailing low prices. 


The prices shown are for a heating system of sufficient 
capacity to heat an ordinary five-room building, size 24x40 
feet, with five-rooms and bath. 


Hot Water System 
$110 Down 


Cnly $22.00 Per Month 
)- :0 Months 


fi, $310 
Steam System 


$95 Down 











mm 10 Months 

$s. 

Hot water or Price, $275 a Be 
steam, square 3 m, i 
sectional boiler. Direct Pipe sectional boiler. 


Warm Air System 


$45 Down 


Only $16.00 ?er Month 
for 18 Months 
_ Price, $135 
is price does not include 
cost of installation. 





Single Register 
Warm Air System 


$35 Down 








Single register wae by PM enth Direct — 
warm air fur- Cash $9 8 warm air fur- 
nace. : Price, nace, 





Figure 2.—How Director of Publicity Tried to Sidestep. His “Correction” 


Failed to Correct Former Misstatement. 


August 16, 1924, 


been made in the advertisement of 
Harris Brothers which appeared in 
the July 20th issue of the Tribune 
the Sunday edition which has a very 
large circulation, both in Chicago 
and in the middle west. 

Our letter to Mr. Parsons read 
as follows: 

“In the July 20th issue of the 
Chicago Sunday Tribune there ap- 
peared a full page advertisement of 
Harris Brothers in which the fol- 
lowing statement was made: 

““On July Ist all manufacturers 
advanced their prices on heating ma- 
terial.’ 


“We have on file letters from 
twenty-five manufacturers of boil- 
ers, warm air furnaces and other 
heating material, many of whom are 
among the largest in the field, and 
all of whom make the positive asser- 
tion that their prices are no higher 
now than they were on January Ist 
of this year, with the exception of 
boilers on which there is a season- 
able change in the discount which, 
however, is not regarded as an ‘ad- 
vance’ in the usual sense of that 
term, nor is this discount change 
universally adopted by the boiler 
manufacturers. 

“We realize, of course, that it is 
out of the question for your depart- 
ment to censor your advertising col- 
ums to the extent that you can ex- 
clude every erroneous and mislead- 
ing advertisement, but in view of the 
facts presented in the foregoing we 
feel certain that you will call this 
matter to the attention of Harris 
Brothers and impress upon that 
company the advisability of telling 
the truth in their advertisements, 
and also that you will refuse to 
publish any advertisements for 
them or anybody else containing 
similar untrue statements. 

“Among the manufacturers from 
whom we have letters on this sub- 
ject are some, who, in the recent 
months, have used large space in 
your publication. You certainly 
would not willingly publish some- 
thing that was not true and which 
would have a tendency to harm any 
of your advertisers. 

“We shall be glad to have your 
prompt reply to this letter in. order 








~~ wer tise ot 
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“Inasmuch as this paragraph fol- 
lows immediately one pertaining to 
warm air furnaces, the natural in- 


ference of the average reader would 
be that these price advances were 
also made on warm air furnaces, 


e HEATING SYSTEMS 


Buy Now! Take A Year to Pay! 


On July first, leading manufacturers of boilers and radiation advanced 
their prices on heating material—BUT OUR PRICES REMAIN AT 
THE SAME LOW LEVEL! Why? Because we prepared ourselves 
against price advances by purchasing large quantities of heating equip- 
ment last spring. Ample quantities of all heating maté are on 
hand for immediate delivery. Buy now at prevailmg low 


that we may satisfy our friends and 
your friends that your department is 
‘nnocent in this very flagrant case 
of misrepresentation.” 

Mr. Parsons was short and non- 
committal : 

“To AMERICAN ARTISAN: 

“T am in receipt of your letter of 
even date and am taking the matter 
up with Harris Brothers. 

x * * 

As a result, we suppose, of Mr. 

Parsons “taking the matter up with 








Tools Fur- 





Harris Brothers,” the advertisement, 
which appeared in the August 2nd 
issue of the Tribune, contained a 
section which is reproduced here- 
with, in Figure 2. 

It will be noted that some trans- 
position has been made in the ar- 
rangement of the reading matter 
and cuts, and also that the state- 
ment to which we called Mr. Par- 
sons’ attention has been slightly 
changed. 

But—and here is where Mr. “Di- 
rector of Publicity” tried to side- 
step—the change from “all” to “the 
leading” did in no sense change the 
idea that our friend, the “Director 
of Publicity” intended to convey: 
That generally speaking, prices on 
heating material (warm air fur- 
naces, registers, pipes and fittings 
included) had been advanced by the 
manufacturers, and that, therefore, 
the unfortunate consumer would 
have to pay a higher price unless 
he bought from Harris Brothers (or 
from other “foresighted” 
source of supply). 

So we wrote two more letters. 

One was to Mr. Parsons, as fol- 
lows : 

“Referring to your letter of Au- 
gust Ist, in regard to the full page 
advertisement of Harris Prothers, 
which appeared in your July 20th 
issue, I desire to call your attention 
to the advertisement which was run 
in your August 3rd issue by the 
same concern. 

“You will note that an unimpor- 
tant change has been made in the 
paragraph quoted in my former let- 
ter, so that it now reads: 

““On July 1st leading manufac- 
turers advanced their prices on heat- 
ing material. ...... ; 


some 


Liberal Time One-third down 
nce in 


Payment Plan install- 
ments within a year. 





Free Expert Give us the 
Engineering ie” ae 
Service rough sketch 


showing size and location § of 
rooms and we will give you a 
complete . estimate. 


With -¢ fre 
i pate and 


nished For ‘explicit instruc- 





Installation tions, anyone 
who- handle tools can do a per- 
fect ' All necessary .tools will 
be ‘furnished. 
: to heat your 
+ om Heating buildin satis- 
ystems factorily in the 
Guaranteed coldest’ weather 


without forcing the fire. All ma- 
terial -guarantced, brand new and 


of the finest quality. 








MATERIAL DELIVERED WHEN YOU WANT IT 
The -prices shown are for a heating system of sufficient 
capacity to heat an ordinary five-room building, size 24x40 
feet, with five rooms and bath. 


Hot Water System 
$110 Down 


Cnly $22.00 Per Month 
for -<@ Months 


Pica 9310 
Steam System 
$95. Down 


Only $20,00 Per: Month 




















Hot water or 
steam, round 
sectional boiler. 


for 1@ Months 
Hot water or 
steam, square 


Pree, S279 
sectional boiler. 


Price, 
We Now Install Warm. Air Systems! 


We are now prepared to furnish every neéded item for warm air heat- 
ing systems, and install the plant complete in new or old buildings, 
ready for you to build the fire. - Our estimators will call and figure your 
requirements. 





Direct Pipe 
Warm Air System 


$45 Down 


Only $10.00 er Montb 
Ce g 10 Months 
8 
_ Price, $13 
This. price does not include 
cost of installation. 





Single Register 
Warm Air System 








$35 Down 
Single register. ee yy ie Eee Direct pipe 
warm air fur- Cash‘ warm air fur- 


nace. Price, $98 nace, 


Figure 3—Here We Have His Third Effort. As You Will Note, He Kept His 
Promise to Us and Kept Fairly Well to the Truth. 
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which, you know, by this time, is 
not true. 

‘Il suppose that the slight change 
in the wording is the result of your 
taking the matter up with Harris 
Brothers in accordance with your 
letter of August Ist, but upon se- 
rious consideration, I am quite sure 
that you will agree that the para- 
graph is still of a misleading nature. 

“Concerns like Harris Brothers 
appear to go on the principle that 
because of their size any statement 
made by them will be regarded as 
truthful by a sufficiently large num- 
ber of people who rely upon the rep- 
utation which the Chicago Tribune 
aims to have established — that 
misleading and untruthful advertise- 
ments are not allowed in its col- 
umns. 


“Such a reputation is not likely to 
be maintained by the Chicago Trib- 
une if you continue to allow adver- 
tisements such as the two which we 
have called to your attention to be 
published in your paper, 

“Tt is only fair to state that con- 
siderable space will be devoted to 
this matter in the next issue of 
AMERICAN ARTISAN, and that your 
reply to this letter, as well as your 
reply to our first letter to you, will 
be a part of the article, which we 
now have in course of prepara- 
tion.” 

So far, no reply has been received 
from Mr. Parsons. 

The other letter was addressed 
to Mr. A. Harris, president of Har- 
ris Brothers, and was as follows: 

“In the full page advertisement 
which you had published in the July 
20th issue of the Chicago Sunday 
Tribune, the following statement 
was made in bold faced type: 

“On July 1st all manufacturers 
advanced their prices on heating ma- 
CES iedrne 

“This statement was made in the 
section devoted to warm air fur- 
naces, and naturally would be un- 
derstood, by the average reader, to 
apply to this class of goods. Where- 
as, the fact is, that 27 of the largest 
manufacturers of warm air furnaces 
have written us that no advances 
have been made by them since last 
year, and that they know of no in- 


stance where such an advance has 
been made since 1923. 

“We note in your advertisement, 
which appeared in yesterday’s issue 
of the Chicago Tribune, a slight 
change had been made in the above 
quotation, so that it now reads: 

“On July Ist leading manufac- 
turers advanced their prices on heat- 
ing material....... 

“This paragraph, however, ap- 
pears under a sub-headline referring 
to warm air heating systems, and for 
that reason will also be considered, 
by the average reader, as applying 
to warm air furnaces, so that the 
slight change made in the wording 
really cannot be considered a vital 
one. 

“In view of this fact, do you not 
think it fair that you should at- 
knowledge that an error had been 
made by your advertising writer, 
and that the trade which you have 
injured by these misleading state- 
ments should have the assurance 
from you—through AMERICAN AR- 
TISAN—that your company will 
guard against similar occurrences of 
this nature; also that in some man- 
ner the public, which has been led 
to believe that retail furnace prices 
will be higher this fall, should be in- 
formed by you that your advertising 
writer had made a mistake. 

“Your prompt attention and reply 
to this letter will be appreciated.” 


This letter evidently received rea- 
sonably prompt attention, for early 
on Wednesday morning, their “Di- 
rector of Publicity” telephoned us 
and started to tell how earnestly 
they were trying to do business on 
a high-class scale and that they were 
now planning an advertisement for 
the August 9th issue of the Tribune, 
in which the reading matter would 
be arranged so that not even the 
most critical person would be able 
to find cause for complaint, also that 
the price statement would read in 
such a manner that it could not be 
misunderstood. 

When we asked him why he had 
not done this when the matter was 
called to his attention the first time 
his reply was that “he did not think 
that anyone would check up on ‘six- 
point’ type matter,” and that “really 
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he did not think it was of much im- 
portance to the furnace installers, 
anyway—that we were making a 
mountain out of a mole hill.” 

He refused, however, to write a 
reply to our letter giving as his rea- 
son that “we would not publish it 
entirely as written,” in spite of the 
fact that we assured him that he 
might write anything he liked and 
that we would publish it in its com- 
plete form, provided it contained an 
acknowledgement from him that he 
had misstated the actual facts in his 
advertisements. 

The “Director of Publicity” for 
Harris Brothers, did keep his prom- 
ise, however, and we are glad to 
show how well he did his work, for 
any furnace installer who cares to, 
can compete successfully with the 
concern who pays for the advertise- 
ments that we have been discussing. 

Furnaces are not sold on a price 
basis, generally speaking —in the 
majority of cases they are sold on 
the basis of what they will do, the 
heat they will produce, the comfort 
they will create, the service they will 
render. 

And the furnace installer who 
knows his business and has confi- 
dence in the furnace he sells will 
make a sale at a fair profit, in com- 
petition with the fellow who has 
nothing to talk about but price. 

In the meantime— 

Do not believe everything you 
read in mail order house or direct 
installer advertisements. 

They are not to be relied on, as 
we have shown on numerous occa- 
sions. 

And keep this issue of AMERICAN 
ArtTIsAN handy for reference in 
cases where prospective customers 
may bring up the matter of so-called 
lower prices quoted by concerns of 
that sort. 

Domestic Appliance Company 
Becomes Selling Agency for 
Miles Automatic Furnace Fan. 

The Domestic Appliance Com- 
pany, distributors of various heat- 
ing, freezing and cooking appliances, 
6539 Euclid Avenue, Cleveland, 
Ohio, have taken over the sales and 
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distribution of the Miles automatic 


furnace fan. 

This company has established a 
high reputation for efficiency—both 
in its sales department and in its 
installation of the various appliances 
which are handled by it, and the ad- 
dition of the Miles automatic fur- 
nace fan to its line will no doubt 
prove a profitable venture for the 
company, for the fan manufacturer, 
for the furnace installers who decide 
to sell the fans and for the house 
owners who have them installed. 

Mr. Janes, the president of the 
Domestic Appliance Company, 
stated recently to the representative 
of AMERICAN ARTISAN that they 
had arranged for a very thorough 
campaign of codperative selling, so 
that the furnace installer who is 
looking for something with which 
to make his installations more effi- 
cient at a low cost will find it easy 
to make profitable sales. 

Full information as to prices and 
sales cooperation will be furnished 
to those who write to the Domestic 
Appliance Company, 6539 Euclid 
Avenue, Cleveland, Ohio. 





C. W. Davis of Whitewater, 
Wisconsin, Submits Solu- 


tion to L. H. K.’s Problem. 


Here is another solution to L. H. 
K.’s_ installation problem, of our 
July 19th issue, page 18. It comes 
from C. W. Davis of Whitewater, 
Wisconsin, who says: 

To AMERICAN ARTISAN: 

In reply to L. H. K.’s problem in 
the issue of July 19th, page 18, I 
would say that he was all wrong. 
His living and dining rooms have 
only 154 inches and it requires 201 
inches, assuming that he has a 9- 
foot ceiling. His 9x11-foot bedroom 
has at least four feet too much pipe, 
while his cold air pipes are from 
extreme north and south walls. If 
he will shorten the cold air duct as 
shown on the sketch this will lessen 
the frictional resistance. 

My experience has taught me to 
keep the warm and cold air ducts 
as close to the furnace as possible, 
and also to place the warm and cold 
air registers as close as possible. I 


- 
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How C. W. Davis Would Solve L. H. K.’s Problem. 


prefer the rotary to the rainbow sys- 
tem of heating. 

Our friend only has 490 inches 
of warm air and 454 inches of cold 
air. My way of making an installa- 
tion in rooms that are of doubtful 
measurement is to figure the wall 
and glass surface to get good results. 
Always connect the cold air ducts to 
a shoe in the furnace instead of 
using a pit. 

C. W. Davis. 
Whitewater, Wisconsin. 





The Sharpest Knife Will Grow 
Dull After a While Unless a 
Whetstone Is Used Occasionally. 


The sharpest knife, set off in a 
corner by itself, will rust and lose its 
edge. But if rubbed up against a 
whetstone occasionally it keeps its 
keenness for its whole lifetime. 

Your mind is like the knife. It 
needs continual sharpening to keep 
its edge. Spontaneous combustion 
is a rare source of real ideas. Most 
worth-while things are sparks struck 
out by the contact of mind with 
mind. 

Keep yourself in circulation. 
Jostle around in your community 
and shove your thoughts up against 
the thoughts of the people. What 
you know and what someone else 
knows will, every so often, prove to 
be flint and steel. From the contact 
will flash an idea that you can use. 

Honest-to-gosh ideas, ones that 


will work, are more valuable than 
diamonds, because scarcer. And in 
prospecting the minds of others for 
them you will incidentally acquire 
much information that will help you 
to keep abreast of your job. If you 
are a merchant or a salesman you 
can’t know too much about what 
people are thinking and doing. No 
business man ever knew too much, 
if what he knew was facts. 


The Telephone Salesman 
Will Sooner or Later 
Lose His Customers. 


The salesman who telephones his 
customers for orders may be actu- 
ated by the very best of motives. He 
may wish to save the customer time 
and annoyance. From his employ- 
er’s point of view he may wish to 
cover more territory. But this prac- 
tice, growing greater and greater 
every day, eventually winds up with 
the customer giving his business to 
a house whose salesmen are not 
too busy to call on him, 





Well Known Furnace Maker 
Places Security Oil Burner 
on the Market. 


The Security Stove and Manu- 
facturing Company, Kansas City, 
Missouri, which has been making 
stoves and furnaces for thirty years 
and has as its secretary-treasurer a 
man by the name of L. W. Millis, 
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whose instructive discussions on 
warm air heating problems have 
been published at frequent intervals 
during the past years. 

Recently this company has placed 
an oil burner on the market, which 
is especially suited for warm air fur- 
naces and which they state is noise- 
less, although power driven and in 
other ways is preferable to others 
because of being free from smoke 
or odor and not liable to form car- 
bon. 

In addition, the Security oil burn- 
er can be sold at a moderate price 
and still yield a good profit to the 
installer. 

Full information will be sent to 
any installer who writes to Security 
Stove and Manufacuring Company, 
17th and Oakland Avenue, Kansas 
City, Missouri. 


Another Fine Example 
of Service Rendered by 
Furnace Manufacturer. 

The Rudy Furnace Company has 
a novel exhibit available for Rudy 
dealers as shown in the illustration 
herewith. It is a miniature land- 
scape, with an old Dutch windmill 
that rotates in the foreground and 
a placid lake on which a solitary 
fisherman seated beside his jug of 
“bait,” gets a bite from time to time. 
In the background there is a minia- 
ture truck hauling a Rudy furnace 
and in the distant hills is a road sign 
giving the dealer’s name. The “Old 
Mill Pond” exhibit is very popular 











and never fails to draw a big crowd. 
It occupies a frontage of about ten 
feet and is some six feet deep. The 
painted background scene is about 
five feet high. 


Publicity Bureau Wants Short 
Articles on Furnace Heating. 

The Publicity Bureau of the Na- 
tional Warm Air Heating and Ven- 
tilating Association has sent us the 
following appeal: 





WILL YOU HELP US? 


We need your help in the 
way of articles of from 100 
to 500 words, upon which to 
base the copy which will be 
sent out by the Publicity Bu- 
reau. 

Write us anything regard- 
ing Warm Air Heating, and 
we will be able to spread 
your ideas, where they will 
do the greatest good for the 
industry and educate the 
public. 

You do not have to write 
a long article; short items 
are wanted especially. 

Send in at once anything 
you think should have wider 
publicity. 

PUBLICITY BUREAU, 


National Warm Air Heating 
and Ventilating Associa- 
tion, 52 West Gay Street, 
Columbus, Ohio. 











Epitor’s Note: The Publicity 
Bureau is working for the installer 
as well as for the manufacturer, and 
the installer owes it to himself to 


The Old Mill Pond. Window Display Designed by Rudy Furnace Company for 


Its Customers. 
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help in the great work which has 
been undertaken by the National 
Warm Air Heating and Ventilating 
Association. 

So send in your story. 
short and to the point. 


Make it 


The members of the Publicity Bu- 
reau are: E. F. Glore, Abram Cox 
Stove Company, Philadelphia . 
Chairman George Harms, F. Meyer 
& Brother Company, Peoria, Tlli- 
nois; G. L. Bridge, Bridge & Beach 
Manufacturing Company, St. Louis: 
R. C. Walker, Meyer Furnace Com- 
pany, Peoria, and Walter Will, Sill 
Stove Works, Rochester, New 
York. 


New Discount and Price List 
of Front Rank Furnace Pipe 
and Fittings Is Issued. 

Effective as of August 1, 1924, 
discount Sheet No. 40 has been is- 
sued by the Langerberg Manufac- 
turing Company, covering front, 
single and double pipe and fittings 
for warm air furnaces, as shown 
in their Catalog No. 2. 

A price list of round pipe and fit- 
tings and 26 and 24 gauge galvan- 
ized and black iron elbows, as well 
as square galvanized iron pipe and 
elbows accompanies the discount 
sheet. 


Initiative Is One of 
Chief Stones in Build- 


ing a Success. 

It is one of the blessings of our 
business that it is comparatively 
free. There is ample room for the 
play of initiative. If a man has a 
new idea, there is nothing to pre- 
vent him from putting it to the test 
of practice. If it works out, he has 
his reward. If it proves faulty, he 
loses his money, his efforts and his 
dream. It is from such experiments 
that progress results. If your 
neighbor prefers to spend his mon- 
ey, at the rate of a cent or two per 
dozen premium on eggs, as adver- 
tising, why is that not just as good 
business as to put it into any other 
form of advertising? 


We may help you—ask us. 
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Ornamental Dormer Window Cornice Patterns Require 


Little Complicated Treatment. 


Lookouts Are Made of Wood and Are Anchored 
in the Brick Wall While Building Is Under Erection. 


Written Especially for AMERICAN ARTISAN by O. W. Kothe, Principal, St. Louis Technical Institute, St. Louis, Missouri. 


N LAYING out more cornice 

patterns for the ornamental dor- 
mer window, which appeared some- 
time ago, we find most of the work 
of a simple nature, requiring little 
complicated treatment. Take the 
cornice shown in the lower sketch, 
as well as in the elevation of our 
section “A,” it is held in place by 
wooden frames called look-outs. 
These are anchored in the brick wall 
while the building is under erection. 
Sometimes they are made of angle 
iron, so as to make the entire job 
fireproof. But wood is used more 
often because it makes assembling 
easier and quicker. Then, too, it is 
seldom that a fire starts because of 
the wood in the cornice, and if the 
building does become damaged by 
fire, the chances are that the solder- 
ing of the cornice will also melt off 
and thus require removing in order 
to repair properly. : 

But to lay off the square mitres 
the idea is that by the projection of 
lines and the width of the girth, 45- 
degree angles are developed. Thus, 
by dividing all curved lines in the 
detail in equal spaces and numbering 
each point and bend—then with 
dividers pick each point in numerical 
order and set it on a straight line as 
1-18 on the lower section, and from 
each of these points bring over hori- 
zontal lines, then by dropping lines 
from each point in section, we cross 
those in stretchout of similar num- 
ber. This is shown in points 1’-2’- 
3’, etc. Now, each of these points 
will be intersections when formed 
up on a 45-degree angle and, there- 
fore, makes a 90-degree mitre, for 
example, the planceer or points 10- 
11 in this pattern, shows the line on 
a 45-degree angle as well as others. 
If this idea is well looked into and 
studied out the workmen will have 
no difficulty in understanding the 
reasons why dropping lines in the 


fashion we show, will produce a 
square mitre. 

The same holds true in developing 
the crown or the dome “B,” where 
all curved lines are divided in equal 
spaces and each point is numbered 
as from 1 to 15. Then each point 
is taken separately and transferred 
on the girth line 1-15, after which 
stretchout lines are drawn and then 
from each point in section “B” we 
those in 
This 


drop lines to intersect 


stretchout of similar number. 


gives points 2’-3’-4’, etc., and al- 
lows for sketching in the mitre 
lines. In setting off the modillion 
under cornice “A” we pick the girth 
and set it off as a-b, which, in this 
case, is placed inside of the main 
pattern of the cornice because of 
lack of space. Observe the front of 
modillion square mitre, 
while the back forms a butt mitre, 
although the details are the same, 


forms a 


only at the bottom a little change is 
made. The front pattern can be 
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used for marking out the pattern for 
front of modillion, while the pat- 
tern for the side can be used for 
both sides. This is all there is to it 
and after they are formed, they are 
soldered together. The dentils “C” 
are laid out similar as the pattern 
C shows. 


In making modillions and dentils 
there is really more work of a prac- 
tical nature than to the drafting end 
of it, and because of this, there are 
so many workmen feel they can get 
by just doing the mechanical duties 
and making a simple pattern or so 
with that nothing else is needed. The 
fact is, nothing else is needed if a 
person doesn’t want it, but if a per- 
son aspires to higher things in life, 
greater comfort and more satisfac- 
tion, a greater recognition of per- 
sonal services—then a person cannot 
very well get along without knowing 
his trade in a comprehensive man- 
ner. Some men can leave a splendid 
impression at the very start and a 
person thinks they will turn out to 
be valuable assets to the shop; but 
pretty soon a person cannot help 
but believe they have everything 
they have got at the very start, and 
after that they become more and 
more helpless the longer they work. 
Such deficient qualities are only the 
result of being satisfied in getting by 
and not in getting more out of it by 
putting more into your profession. 





W. G. Schrack Is a Firm 
Believer in the Blotter 
Method of Advertising. 

W. G. Schrack, 118 North Fourth 
Street, Camden, New Jersey, be- 
lieves in the blotter method of ad- 
vertising. In sending out these lit- 


> me — 


— just had a customer's 





roof to blow up; costing 
considerable to repair. 
Could have been avoided, 
W. G. SCHRACK if they had it looked after. 
10H. 4th St. Camden “+ x % 


tle blotters, shown in the illustration, 
to a selected clientele he believes he 
is accomplishing something which is 
a physical impossibility for any 
salesman to do. In the case of the 


salesman, he calls and spends at 
most twenty minutes. or half hour 
and leaves. His card is placed in 
your pocket or “on. file.” 

With the blotter this does not hap- 
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pen. The blotter is a sort of privi- 
leged character in this respect, [j 
has a constant interview with its 
man because it is sent through the 
mail to the “boss’” desk. 


Frank Cushman Discusses Apprenticeship and 
National Vocational Education Work. 


Urges Intelligent Cooperation Between Employers and Employees 
That Competent Workers May Be Supplied in Future. 


T THE recent national sheet 
metal convention in Washing- 
ton, D. C., Frank Cushman, chief of 
the Industrial Education Service of 
the Federal Board for Vocational 
Education, delivered a very instruc- 
tive address on “Apprenticeship and 
the Public Program of Vocational 
Education,” from which the follow- 
ing is quoted : 
Excerpts from Mr. Cushman’s 
Address. 

Fifty years ago it was fashionable 
for all boys to learn a trade, but for 
the past twenty-five or thirty years 
we have been passing through a 
cycle which has been characterized 
by an absence of interest on the part 
of most American boys in any of 
the skilled trades. Throughout this 
period there has been a certain 
amount of interest in apprenticeship 
but the activities have been confined 
largely to the machine trades rather 
than to the building trades. For 
example, most of the railroads of 
the country have had in operation 
systems of apprenticeship for rail- 
road shop men. Also a few of the 
larger machine tool industries have 
consistently maintained apprentice- 
ship training. For the most part. 
however, we have depended upon 
European countries to train our 
skilled workmen, and apprenticeship 
in the old sense has generally been 
considered a thing of the past. This 
decrease of interest in apprentice- 
ship occurred concurrently with @ 
tremendous increase in high school 
attendance. 

The result of the work of the 
Douglas Commission in the State of 
Massachusetts in 1906 indicated that 
an emergency was developing with 
regard to apprenticeship and other 


phases of trade and industrial educa- 
tion, At the same time that the 
Douglas Commission was investigat- 
ing the need and formulating recom- 
mendations for the State of Massa- 
chusetts the National Society for the 
Promotion of Industrial Education 
was organized to arouse interest 
throughout the country in support 
of an-adequate system of trade and 
industrial education. This society 
was composed of manufacturers, 
organized labor, employers of skilled 
labor, and progressive educators. 
The organization of President Wil- 
son’s Commission on ‘Vocational 
Education was to a considerable ex- 
tent due to the activities of this 
society. 

Congress Passes Vocational Education 

Act. 

In 1914 the Commission made a 
report which was the basis for the 
National Vocational Education Act 
which was passed by Congress and 
signed by the President on February 
23, 1917. The purpose of this brief 
historical sketch is to draw attention 
to the fact that the recognition of 
the need for vocational education in 
this country is not a development 
of the past year or two. 

Notwithstanding the fact that vo- 
cational education under public su- 
pervision has been growing by leaps 
and bounds for the past seven years, 
hardly a week passes that we do not 
come in contact with persons who 
have never heard that there is any 
such organization as the Federal 
Board for Vocational Education at 
work on the problems of apprentice- 
ship and all phases of trade and in- 
dustrial education. This situation 
may be due to the fact that vocation- 
al education has not been well ad- 
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vertised. Granting that this may be 
true, the only explanation I have to 
make is that the Federal Govern- 
ment, through the Federal Board 
for Vocational Education, and the 
states, through the State Boards for 
Vocational Education, working on 
a co-operative basis, have been so 
busy trying to do the job that was 
outlined for them in Federal and 
State legislation they have not felt 
the necessity for an advertising cam- 
paign. The procedure has been con- 
sistently followed of letting the re- 
sults speak for themselves, upon the 
assumption that sound developments 
in vocational training must inevitably 
receive recognition. Furthermore, | 
am sure there has been a feeling on 
the part of the great majority of the 
men at work on this problem that 
there was no formula or series of 
formulas which could be worked out 
for the purpose of solving all prob- 
lems of trade and industrial train- 
ing. And we have never assumed 
the risk of discrediting vocational 
education by making extravagant 
claims or promises to accomplish the 
impossible. 
Enrollment Grows Fast. 

During the first year of the opera- 
tion of the National Vocational Edu- 
cation Act all of the 48 States had 
accepted its provisions and entered 
into co-operative relationships with 
the Federal Board. During this first 
year 164,000 persons were enrolled 
in schools and classes which meas- 
ured up to the minimum standards 
specified in the Federal Act. In 
June, 1923, this enrollment had in- 
creased to 537,000, and of this total 
number 326,000 were enrolled in 
schools and classes designated as 
trade or industrial. 


In view of the present develop- 
ments in vocational education it is 
interesting to go back to the 1914 
Teport of the President’s commis- 
sion and read the arguments therein 
set forth in support of a national 
Program of vocational education. 
Some of the needs which were dis- 
cussed in this report are as follows: 

1. To conserve and develop our 
natural resources. 


2. To prevent waste of human 
labor. 


AMERICAN 


3. To provide a supplement to 


apprenticeship. 
4. To increase wage - earning 
power. 


5. To meet the increasing de- 
mand for trained workmen. 

6. To offset the increased cost of 
living. 

7. Vocational education is a wise 
business investment. 

8. Our national prosperity is at 
stake. 

In addition to the preceding eco- 
nomic reasons why it was impera- 
tive to develop a better system of 
vocational education in this country, 
the following points were discussed 
for the purpose of bringing out the 
social and educational needs for vo- 
cational training : 

1. To democratize the education 
of the country. 

2. To exert a much needed in- 
fluence on the aims and methods in 
general education. 


3. To stabilize employment con- — 


ditions and reduce social and indus- 
trial unrest. 

4. To make possible higher 
standards of living on the part of 
workers. 

Need for Skilled Workmen Great. 

The arguments advanced to indi- 
cate the need for vocational educa- 
tion in 1914 are just as true today 
as they were ten years ago. In fact 
in many cases the arguments apply 
with greater force today than they 
did in 1914 because of the changed 
economic situation, the greatly im- 
creased cost of living, and the scarc- 
ity of skilled workers due to the 
world war and recent restrictions 
upon immigration. The latter has 
practically eliminated the possibility 
of securing skilled workmen from 
Europe. 

The present revival of interest in 
apprenticeship for the skilled trades 
is nation wide. The interest of em- 
ployer organizations, labor organiza- 
tions, and public school authorities is 
widespread. Definite progress in the 
training of apprentices under well 
directed plans is being made in New 
York, Boston, Philadelphia, Cleve- 
land, Detroit, Chicago, Milwaukee, 
Seattle, Portland, Los Angeles, and 
many other cities. The organization 
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and work of the American Construc- 
tion Council may be mentioned as 
further evidence of the nation-wide 
interest in apprenticeship in the 
building trades. 

This paper would have little value 
if it failed to point out some of the 
essential points which characterize 
practically every successful develop- 
ment in apprentice education for the 
building trades throughout the 
United States. In line with its re- 
sponsibilities for promoting voca- 
tional education, representatives of 
the Federal Board have within the 
past year conducted conferences in 
various sections of the country for 
the purpose of assisting local com- 
munities in making plans which 
would have at least a chance to suc- 
ceed because of the fact that they 
were fundamentally sound. 

Main Factors in Success. 

The following points have been 
agreed to in practically all cases 
where representative employers, la- 
bor leaders, and school people have 
been brought together for a discus- 
sion of this problem: 


1. Any successful plan for ap- 
prentice training should be based 
upon the co-operative effort of em- 
ployers, organized labor, and the 
public schools. Where such co- 
operation has not been secured the 
attempts to set up an effective sys- 
tem of apprenticeship have been 
largely failures. Where a group of 
employers decide to have their own 
school without regard to the inter- 
ests of labor, or at least without con- 
sulting labor and attempting to 
secure its co-operation, trouble 
usually results. Where labor organ- 
izations attempt to set up a program 
of training for apprentices without 
the co-operation either of employers 
or of the public schools results are 
not what they could be with such co- 
operation. Furthermore, there is no 
reason why a labor organization 
should pay the cost of training ap- 
prentices inasmuch as _ vocational 
efficiency is profitable not only to the 
man himself but to his employer and 
also to the community in which he 
lives. As a rule, where public 
schools offer training without secur- 
ing the interest and support of both 
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employers and labor the program is 
not considered seriously. Too often 
trade instruction in the _ public 
schools has been unjustly condemned 
and discounted both by employers 
and employes because of the fact 
that school officials were attempting 
to deal with the problem without 
first having secured the support of 
the parties whose interests were 
most affected by the work. 


A successful apprenticeship pro- 
gram, therefore, must be the co- 
operative effort of employes, labor, 
and the public schools. While these 
three groups are perhaps the most 
important factor, there are other in- 
terests in every city which are usual- 
ly ready and willing to cooperate in 
advancing a program of apprentice- 
ship for the building trades. In 
many places architects have been the 
leaders; in others, manufacturers 
and dealers in building materials 
and supplies, engineers, real estate 
men, and bankers have actively sup- 
ported the movement. 

How to Attract More Apprentices. 

2. Next to the need for securing 
the cooperation of the parties whose 
interests are affected by vocational 
efficiency in the building trades, the 
most important consideration is to 
‘make apprenticeship more attractive 
to boys through proper incentives. 
Much has been said recently about 
the breakdown of apprenticeship, 
the disappearing apprentice, and the 
need for doing something to direct 
boys away from white collar jobs. 
The trouble is not entirely with the 
boys. It is useless to blame the 
American boy for not becoming in- 
terested in learning a skilled trade. 
The skilled trades have not been 
made sufficiently attractive to him. 
Too few reasons could be advanced 
as to why an intelligent American 
boy should want to become an ap- 
prentice. The boys are all right 
and have just as much common sense 
as boys of past generations have 
had. All that is needed to secure 
an actual revival of interest in ap- 
prenticeship in the skilled trades is 
to make apprenticeship so attractive 
that it will compete with other lines 
of opportunities and other lines of 
employment. Where proper incen- 


tives have been supplied—such as, 
a guarantee of opportunity to ac- 
quire a mastery of the trade, assur- 
ance of continuous employment dur- 
ing apprenticeship, and provision for 
acquiring manipulative skill in the 
trade and for learning what may be 
called the technical side of the trade 
through instruction supplementary 
to that received on the job—there 
has been no difficulty in securing ap- 
prentices. 
Not Always Matter of Wages. 

Some of these incentives are quite 

as potent in securing and maintain- 





“IT know of no better way 
to raise the standard of the 
sheet metal industry than by 
giving our apprentices and 
journeymen a thorough train- 
ing as real artisans in addition 
to an education that will equip 
them to meet the problems of 
every day life in an independ- 
ent way. 

“Educate the sheet metal 
worker on business méthods 
and you will elevate the indus- 
try. 

“There is no true independ- 
ence where there is a lack of 
training.” 











ing the interest of a boy in becom- 
mg a skilled worker as the wages 
paid. High wages will not get and 
hold the right type of employe if the 
wage is the only incentive provided. 
Where apprenticeship is promoted 
on the basis that the apprentice will 
secure a real opportunity to become 
a master of his chosen craft, not 
only from the practical but also from 
the technical side, there is no short- 
age of boys who will become inter- 
ested in the proposition. Such a 
complete training calls for both prac- 
tical experience on the job and in- 
struction in related subjects in a 
classroom, either through evening or 
part-time schools. 

Another point, boys who may be 
interested in becoming apprentices 
in the building trades are not ordi- 
narily found in high schools. Many 
attempts to set up systems of ap- 
prenticeship have failed because of 
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the unwarranted assumption that all 
of the boys who might wish to be. 
come apprentices were already in 
high schools, and consequently the 
problem would be to interest some 
of these boys in a program of ap- 
prentice training. In most cities not 
more than 20 to 30 per cent of the 
boys who finish the elementary 
school enter high school, and of 
those who enter, as a rule, only a 
relatively small percentage graduate. 
For the most part, therefore, it js 
useless to look for apprentices either 
among the small group who gradu- 
ate from high school or among those 
who are expecting to finish their 
high school course. In this connec- 
tion it is well to remember that drop- 
ping out of high school is not in it- 
self an indication of inferior men- 
tality. 
Organization Interest. 

The most encouraging thing about 
the present situation is the interest 
that national and local organizations 
are taking in apprenticeship. Ap- 
prenticeship is proably being con- 
ducted at this time in a more intel- 
ligent way than it has ever been con- 
ducted in the history of industry. 
While the present crisis was to a cer- 
tain extent anticipated it is only 
within the last year or two that or- 
ganizations of employers have be- 
come keenly interested in the prob- 
lem. Organized labor, it should be 
pointed out, has always stood for 
thorough and adequate training of 
apprentices in all of the organized 
trades. Craft pride has been re- 
sponsible in part for this. Real labor 
leaders have always been supporters 
of vocational education under pub- 
lic control for the purpose of keep- 
ing up desirable standards of work- 
manship in the various crafts as well 
as for promoting the training of ap- 
prentices. 

Each of the forty-eight states now 
has an organization which is ready 
to cooperate and to assist in every 
way in the promotion of better ap- 
prenticeship training. Funds are 
available for the purpose of defray- 
ing the expenses of such training. 
It was long ago recognized that the 
interest of the public in vocational 
efficiency justified the utilization of 
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ublic funds for vocational educa- 
tion. The Federal Government is 
doing its share in the promotion of 
this work, and it is also true that 
every one of the forty-eight states 
is doing or is prepared to do its 
share. 

The one thing needed at this time 
to put in operation an adequate pro- 
gram of apprentice training in 
all of the building trades is coop- 
eration. While much can be done 
from a national standpoint, the prob- 
lem is in many respects strictly a 
local one that must be worked out 
in each city according to the particu- 
lar conditions there prevailing. 
Enough information as to what 
needs to be done is available to en- 
able any city to set up and operate 
an effective program, and any city 
that does not have within the next 
twelve months a real program of 
apprenticeship in the building trades 
will have to take the blame upon 
itself. If the program fails it will 
be due more to a lack of cooperation 
on the part of contractors, labor, and 
the public schools than to any other 
factor. 


Wisconsin Sheet Metal Men Will 
Hold Their Annual Picnic 
Thursday, August 2] st. 


No further explanation is neces- 
sary with this letter from Secretary 
Kelm, except possibly that. a cordial 
invitation is extended to every sheet 
metal contractor in Wisconsin to at- 
tend and partake of the many good 
things for which this Milwaukee 
bunch of good fellows have become 
famous : 

To Att Sueet Metat Contrac- 

TORS IN WISCONSIN: 

Hark! Ye men of steel. 

On the night of August 20th take 
a spade and go out back of your 
garage and dig a hole in the ground, 
and into it one by one drop all your 
cares and troubles and cover it up 
again and go to bed. The next 
morning when you get up, get ready 
for one of the best times you have 
ever had, for the Wisconsin Asso- 
ciation of Sheet Metal Contractors 
invite you to their stag picnic for 
men only on Thursday, August 21, 
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1924, at 10 a. m., Knepel’s Grove, 
Mequon, Wisconsin, 14 miles north 
from the heart of Milwaukee on 
Highway 57, called the Green Bay 
Road. 

If you come by rail take a Mil- 
waukee Northern interurban car and 
get off at Mequon station if the car 
is marked “local,” and at Thiens- 
ville station if it is marked “lim- 
ited.” These two stations are within 
easy walking distance of the picnic 
grounds. 

Dinner will be 
o'clock noon and everything will be 
free, so don’t say you can’t come for 
this is going to be the biggest blow- 
out we have ever had and one that 
you will never forget; so just jump 
into your gas wagon and join the liv- 
est bunch of sheet metal artists un- 
der the sun. Rain or shine. We 
want you to come and join us and 
we will show you the finest time you 
have had since the day you shot your 
first firecracker. 

We will be looking for you so 
please sign and return the enclosed 
post card (at once without fail) so 
that we will know how many plates 
to prepare. 

Yours for a good old time, 

R. E. Kev. 


served at 12 





MR. A. G. PEDERSEN, 
Editor, 


American Artisan 
and Hardware Record: 


Your editorial entitled, 
“Pittsburgh Plus Ruling Is 
Not Likely to Affect Price 
of Steel Very Much,” ap- 
pearing in the August 2nd 
issue of American Artisan 
and Hardware Record, is 
worthy of a second reading 
by all those interested in this 
subject. The law of supply 
and demand always has, and 
always will, govern the price 
of steel, and the whole case 
has been “much ado about 
nothing.” 

I congratulate you upon 
this common sense article, 
so much needed at this time. 


Yours very truly, 
GEORGE H. CHARLS, 


Vice President and General 
Manager, United Alloy 








Steel Corporation. 
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Indiana Sheet Metal Men 
Will Meet in 1925 Con- 
vention at Lafayette. 

Secretary Leslie W. Beach, of the 
Indiana Sheet Metal Contractors’ 
Association, notifies us that at the 
meeting of the Directors, held dur- 
ing the outing at Paul Jordan's 
country home on August 2nd, it was 
decided to hold the 1925 convention 
in Lafayette, Indiana. 














Notes and Queries | 





Bean Testing Scales. 
From J. Wallington, Saranac, Michigan. 
Kindly advise me who manufac- 
tures bean testing scales. 
Ans.—Henry Troemner Com- 
pany, 911 Arch Street, Philadelphia, 
Pennsylvania; Fairbanks Morse and 
Company, 900 South Wabash Ave- 
nue, Chicago, Illinois; A. Daigger 
and Company, 54 West Kinzie, Chi- 
cago, Illinois. 
Horse Head Zinc. 


From H. M. Joda, 1637 South State 
Street, Chicago, Illinois. 


Where can I get Horse Head 
zine ? 

Ans.—Mineral Point Zine Com- 
pany, 140 South Dearborn Street, 
Chicago, Illinois. 

Repair Parts for Robinson Crescent 
Furnace. 


From Madison Gilt Edge Company, 107 
North Fairchild Street, Madison, Wis- 
consin. 


Where can we secure repair parts 
for the Robinson Crescent No. 24 
furnace ? 

Ans.—Northwestern Stove Re- 
pair Company, 654 West Roosevelt 
Road, Chicago, Illinois. 

Grates for Jahant Furnace. 
From John F. Cartwright, 224 Main 

Street, Bowling Green, Kentucky. 

Who can furnish grates for No. 4 
Jahant hot blast furnace? 

Ans.—Northwestern Stove Re- 
pair Company, 654 West Roosevelt 
Road, Chicago, Illinois. 

Furnace Grates. 


From George Weaver, R. F. D. No. 35, 
Hubbard Road, Youngstown, Ohio. 
Where can I get furnace grates of 


all makes ? 

Ans.—Northwestern Stove Re- 
pair Company, 662 West Roosevelt 
Road, Chicago, Illinois. 
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Wild Duck Season Window Display Creates Big Demand 


for Shootin’ Irons. 


Reeds and Slough Combine to Make Excellent 


Setting for Duck Hunting Goods 


AVE you ever packed a camp- 
ing outfit and a gun into the 
back of a Dodge coupe and rambled 
off to some lonely lake? If you 
have, you can well appreciate the 
thrill the young man shown in the 
accompanying illustration is experi- 
encing. He apparently has removed 
himself from all signs of civilization 
and is pursuing his favorite pleas- 
ure. 
Looks are often deceiving, how- 


These windows are not difficult to 
make and they are highly recom- 
mended for use by the hardware 
man who wishes to effect a rapid 
turnover in guns and other fall 
sporting goods. 

Little or no reference is made to 
the actual necessaries for a trip 
such as the one depicted suggests, 
but the display puts over the idea 
in good shape. Those which the 
window interests will be brought in 


Display. 


Have You Gone After 
Camping Trade? 

There are few camping parties 
which do not discover, after a few 
days in the open, that they have for- 
gotten some important item in their 
There are few which 
do not discover additional wants as 
the season progresses. The nearest 
hardware dealer, even if he is 20 or 
30 miles distant, can pick up this 


equipment. 








ES 








Attractive Fall Duck Hunting and Sporting Goods Window Display Which Puts the Idea Across in Fine Shape and Pro- 


ever, and they really are in this case. 
The scene is a window display in the 
heart of a metropolis designed to 
arouse the duck hunting longing in 
the breasts of sportsmen. 

The young man is a dummy, of 
course, and the ducks are decoys 
suspended from the ceiling by 
means of very fine white threads. 
The slough is painted on a canvas, 
but the reeds in the foreground have 
been gathered and placed in the po- 
sition in which they appear. 


duces Rapid Stock Turnover. 


soon enough for their outfits, in 
whole or in part. 

It is suggested that complete in- 
formation be acquired with regard 
to the surrounding lakes and duck 
hunting laws, so that your store will 
be known as the headquarters for 
reliable information on such mat- 
ters. 





Now let’s have a secret society 
solemnly pledging its members to 
mind their own business. 


business—that is, if he has means of 
communicating. In many instances 
it is merely a matter of answering a 
long distance telephone call and load- 
ing goods on a trolley car. Or the 
hardware dealer who has a motor 
car at hand can take an hour’s run 
to the cottages one or two evenings 
a week and, by mixing with the peo- 
ple there and making known his 
business, can often pick up a lot of 
orders to be delivered on the next 
trip out. Often it is a good stunt to 
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take along a few lanterns, hatchets, 
flashlights and similar convenient 
articles for which, in any string of 
summer cottages, there is sure to be 


some demand. 

The business requires some extra 
effort and a little special study, but 
it is well worth catering to. 


Psychological Placing of Milady’s Face Powder 
Creates Fifty Dollar Sale for This Merchant. 


Lady Customer Compliments Store Salesman on Store's 
Excellent Rest Room Facilities After Making Purchase. 


MALL conveniences in the store 
S are productive of good will and 
business in volume far in excess of 
their cost of installation and main- 
tenance. 

It is almost common knowledge 
among progressive retail merchants 
that the installation of convenient 
ladies’ rest rooms, telephone booths 
and comfortable seats is an innova- 
tion in retail merchandising of pri- 
mary magnitude. The psychology 
of this method of increasing sales is 
indeed simple. 

The woman to whom it becomes 
known that the store maintains a 
special comfort station for her con- 
venience while in the shopping dis- 
trict is naturally going to be more 
friendly and partial to that store 
than she is to the others who have 
not provided for her comfort in this 
way. 

The women are the natural shop- 
pers of the nation. Ninety-five per 
cent of the househould buying in 
every family is done directly by or 
under the direction of the woman of 
the house. | 

Therefore, if attracted to the store 
for one purpose, the other can be 
brought to milady’s attention in such 
a way as to create sales. 

It is hard for us to believe that 
an item so small as enough powder 
to take the shine from milady’s face 
would create a $50 sale not only 
once, but many times. Yet it is a 
fact and one very simply worked 
out. 

The merchant of a hardware store 
decided to install a comfort station 
for the convenience of woman shop- 
pers visiting the downtown district 
each day. It so happened, however, 
that other stores had like provisions 
and he realized that it was up to him 


to be unique with his. He reasoned 
that a lavish expenditure of moneyon 
such an adventure would not effect 
his purpose. The train of thought 
which ran through his mind finally 
brought him to ask himself the ques- 
tion: “What would be the most nat- 
ural and pressing need of a woman 
in the shopping district only for a 
few hours?” Obviously just enough 








HERE is just one condi- 
tion on which men can 
secure employment and a 
living, nourishing, profitable 
wage, for whatever they 
contribute to the enterprise, 
be it labor or capital, and 
that condition is that some 
one make a profit by it. 
That is the sound basis for 
the distribution of wealth 
and the only one. It cannot 
be done by law, it cannot be 
done by public ownership, 
it cannot be done by social- 
ism. When you deny the 
right to a profit you deny 
the right of a reward to 

thrift and industry. 
CALVIN COOLIDGE 




















powder of a good quality to take the 
shine from her nose. This amount 
of powder would cost him practically 
nothing and still it would influence 
many women to drop intd the store 
during the day even when they had 
not thought of any purchase they 
wanted to make there. 

After creating a necessity for mi- 
lady to enter the store where she 
had no original intention of going, 
our merchant decided the next step 
would be to arrange the goods on 
show cases in such a way as to at- 
tract her attention to them. They 
sold themselves after that. 

One woman went so far as to ad- 
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mit openly to the salesman, after 
making a $50 purchase in a depart- 
ment of the store, that she had had 
no thought of entering any particu- 
lar store until she was reminded— 
by intuition we are expected to sup- 
pose—that her nose was shiny, but 
to her chagrin she had neglected to 
bring her paraphernalia for remedy- 
ing that difficulty. This made her 
remember the excellent facilities the 
store mentioned had provided for 
such emergencies and consequently 
she soon found herself within the 
store’s confines. 

The sales psychology of the rest 
room and comfort station in the 
store is an established fact worked 
out on thoroughly scientific princi- 
ples. It works. Try it out your- 
self. , 





Watch Your Credit Accounts 
and Study Methods of Other 
Successful Merchants. 


W. T. Stillman, Oshkosh, Wis- 
consin, in a talk on credit, said, 
that it is a much abused ‘word. 
“Credit is the backbone of busi- 
ness,’ he declared, “and I would 
like to suggest that the giving out 
of confidential statements yearly or 
monthly to your banker is a good 
policy. It’s as much of a mistake to 
have too much money out as too 
little. All credits should be care- 
fully watched. 

“A merchant is rendering serv- 
ice,” Mr. Stillman said, “when he 
carries an account thirty days and 
he should let that be known. Don’t 
allow a customer to buy more than 
he can pay for reasonably and you 
will reduce some of your troubles. 
Study the methods of merchants in 
other lines and you will find many 
ideas you can apply to your own 
business.” 


Public Must Be Told About 
Retailers’ Problems. 


T. N. Witten, Trenton, Missouri, 
in discussing the public and distribu- 
tion, during the recent convention 
of the National Retail Hardware 
Association, said that the public 
must be given a better understand- 
ing of distribution and the vaie of 
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retailers’ service and that retailers 
must be educated to a better under- 
standing of their obligations to the 
public. 

The popular misconception or ab- 
sence of any conception of the serv- 
ice, complexities and compensation 
of retailing, he said, are the common 
causes of misunderstanding. 


Mr. Witten said that the good 
merchant takes his weaker brother 
by the hand and helps him so that 
they both together may work to- 
gether to build a better and a more 
prosperous community. He advised 
the retailers not to keep their noses 
too close to the grindstone, but to 
get out and get in contact with peo- 
ple they should know in their com- 
munities. This is a day for educa- 
tion, he said, and the purpose of life 
is not just to make money but to be 
useful. 





Secretary J. B. Carson Announces 
Dates for Conventions of Ohio and 
West Va. Hardware Associations. 

Dates for the 1925 conventions 
and exhibitions of the Ohio and 
West Virginia Hardware Associa- 
tions have been set and are as fol- 
lows: 

Ohio—February 10 to 13, 1925, 
in Columbus. 

West Virginia—January 20 to 23, 
1925, in Clarksburg. 

James B. Carson, 1001 Schwind 
Building, Dayton, Ohio, is secretary 
of both associations. 





Simplification in Build- 
ers’ Hardware Will Represent 
26 per Cent of 7,000 Items. 

Steps which will affect the build- 
ing construction industry of the en- 
tire country were taken recently 
when manufacturers, distributors 
and representatives of consumers of 
builders’ hardware, meeting under 
the auspices of the division of sim- 
plified practice in the Department of 
Commerce, went on record in favor 
of wholesale reductions in the num- 
bers of sizes, models and finishes of 
locks and lock trim, butts and hinges 
and shelf and miscellaneous build- 
ers’ haedware. 


The reductions as adopted repre- 
sent 26 per cent of the 7,000 items 
manufactured by the leading makers 
of builders’ hardware. 














| Coming Canention | 


Wisconsin Sheet Metal Contractors’ 
Association Outing, Milwaukee, August 
21, 1924. Paul L. Biersach, 661 Hubbard 
Street, or R. E. Kelm, 367 Third Street, 
Milwaukee. 

National Hardware Association Con- 
vention, Atlantic City, New Jersey, Octo- 
ber 13, 14, 15, 16, 17, 1924. Hotel Head- 
quarters, Marlborough-Blenhein. T. J. 
Fernley, Secretary-Treasurer, 505 Arch 
Street, Philadelphia. 

American Hardware Manufacturers 
Association Convention, Atlantic City, 
New Jersey, October 14, 15, 16, 17, 1924. 
Hotel Headquarters, Marlborough-Blen- 
heim. F. D. Mitchell, Secretary-Treas- 
urer, 1819 Broadway, New York City. 


Mid-Year Meeting of the Nationa: 
Warm Air Heating and Ventilating As- 
sociation and Dedication of the Warm 
Air Heating Research Residence, Ur- 
bana, Illinois, December 2, 1924. Allen 
W. Williams, Secretary, Columbus, 
Ohio. 

Kentucky Hardware and Implement 
Association Convention, Jefferson Coun- 
ty Armory, Louisville, week of January 
18, 1925. J. M. Stone, Secretary-Treas- 
urer, 200 Republic Building, Louisville. 

Western Retail Implement and Hard- 
ware Association Convention, Kansas 
City, Missouri, January 13, 14, 15, 1925. 
H. J. Hodge, Secretary, Abilene, Kan- 
sas. 

Texas Hardware and Implement As- 
sociation Convention, Dallas, Texas, Jan- 
uary 20, 21, 22, 1925. Dan Scoates, Sec- 
retary-Treasurer, College Station. 

West Virginia Hardware Association, 
Convention and Exhibition, Clarksburg, 
January 20 to 23, 1925. James B. Car- 
son, Secretary, 1001 Schwind Building, 
Dayton, Ohio. 

Indiana Sheet Metal Contractors’ As- 
sociation, Convention, Lafayette, Febru- 
ary (dates not decided). Leslie W. 
Beach, 1136 Main Street, Richmond. 

Oklahoma Hardware and Implement 
Association Convention, Masonic Tem- 
ple, Oklahoma City, February 3, 4, 5, 
1925. Charles L. Unger, Secretary-Treas- 
urer, Oklahoma City. 

Nebraska Retail Hardware Associa- 
tion Convention and Exhibition, Omaha, 
February 3, 4, 5, 6, 1925. Convention 
headquarters, Rome Hotel. Exhibition, 
City Auditorium. George H. Dietz, Sec- 
retary, 414-419 Little Building, Lincoln. 

Wisconsin Retail Hardware Associa- 
tion Convention and Exhibition, Audi- 
torium, Milwaukee, February 4, 5, 6, 
1925. P. J. Jacobs, Secretary-Treasurer, 
Stevens Point. 

Ohio Hardware Association, Conven- 
tion and Exhibition, Columbus, Febru- 
ary 10 to 13, 1925. James B. Carson, 
Secretary, 1001 Schwind Building, Day- 
ton, Ohio. 

New York State Retail Hardware As- 
sociation Convention and Exposition, 
Buffalo, February 10, 11, 12, 13, 1925. 
Headquarters, Hotel Statler. Exposition 
at the Broadway Auditorium. John B. 
Foley, Secretary, City Bank Building, 
Syracuse. 
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North Dakota Retail Hardware Asso. 
ciation Convention (place not yet se. 
lected), February 11, 12, 13, 1925: ¢ N 
Barnes, Secretary, Grand Forks. — 

Montana Implement and Har 
Association Convention, Helena, Fee 
ary 13, 14, 1925. A. C. Talmage, Sec. 
retary-Treasurer, Bozeman. : 

Pennsylvania and Atlantic Sea 
Hardware Association Convent aan 
Exhibition, February 16 to 20, 1925, at 
Philadelphia Commercial Museum, 
Sharon E. Jones, Secretary, 604 Wesley 
Building, Philadelphia. 


Minnesota Retail Hardware Associa. 
tion Convention, St. Paul Auditorium 
St. Paul, February 17, 18, 19, 20, 1925, 
C. H. Casey, Secretary, Nicollet Avenue 
and Twenty-fourth Street, Minneapolis, 

New England Hardware Dealers’ As- 
sociation Convention and Exhibition, Me- 
chanics’ Building, Boston, Massachusetts 
February 23, 24, 25, 1925. George A. 
Fiel, Secretary, 10 High Street, Boston. 

Michigan Retail Hardware Associa- 
tion Convention, Grand Rapids, Febru- 
ary 24, 25, 26, 27, 1925. Hotel headquar- 
ters, Hotel Pantlind. A. J. Scott, Sec- 
retary, Marine City. 

Southeastern Retail Hardware Asso- 
ciation Convention and Exhibition, Bir- 
mingham, Alabama, May, 1925. Walter 
Harlan, Secretary-Treasurer, 701 Grand 
Theater Building, Atlanta, Georgia. 

Arkansas Retail Hardware Associa- 
tion Convention, Little Rock, May, 1925. 
L. P. Biggs, Secretary, 815-816 Southern 
Trust Building, Little Rock. 

National Retail Hardware Association, 
Philadelphia, June, 1925. H. P. Sheets, 


Secretary, Indianapolis. 


| Reta Hardware Doings | 
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Arizona. 

W. W. Hollomon and son, Jack, who 
arrived in Safford recently from Tula- 
rosa, New Mexico, have taken over the 
hardware and furniture business of the 


Gila Valley Furniture and Hardware 
Store, formerly owned by M. E 
O’Bryan. 


Minnesota. 

Merrill Feigal and Jack Stucky have 
purchased the stock and good will of 
the Noser Hardware Store, Pine Island. 

Missouri. 

J. F. Patterson has traded two of his 
Corydon residence properties for stock 
of hardware at Ridgeway, and has gone 
there to take charge of the business. 

Miles Hutchinson sold his stock of 
hardware and groceries recently to G. 
Wickam of Rich Hill. Mr. Wickam 
took charge of the business at once, oc- 
cupying the Jesse Webb property on 
Yeates Street. 

Oklahoma. 

Announcement was made that LeRoy 
Brown has been included as junior part- 
ner in the Newton-Campbell Hardware 
Company, Rumright, which hereafter 
will bear the name Newton-Campbell- 
Brown Company. 

Texas. 


Announcement was made of the pur- 
chase of the local Borderland Hardware 
Company, Harlingen, by the owners 0 
the Farmers’ Hardware Company, which 
has been in business at San Benito for 
the last two and a half years. The con- 
cern will be known as the Farmers 
Hardware Company of Harlingen. 
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Springfield, Ohio, Stove Merchant Recognizes 
Value of Reputation He Has Established. 


Charles F. Hauck Talks Service and 
Quality in All His Advertisements. 


OME weeks ago we published an 

article reviewing the. store paper 
published by Charles F. Hauck & 
Company, the stove and hardware 
firm in Springfield, Ohio, and here 
are some more clippings from a 
more recent issue of that same 
newsy and profit producing paper. 

We had a fine visit with Mr. 
Charles F. Hauck during the recent 





Don’t Swelter in a Hot 
Kitchen This Summer 

















Come in and see the 


New Process 
Lorain Equipped 
Coaloil Range 
The stove that saves oil. 
The Gas Range’s only rival. 


The finest oil stove made. 
Fully guaranteed. Let us 
show you the New Process oil 
range. 


Absolutely safe, simple to 
operate, no dangerous priming 
liquids needed. 


Gives an intensely hot blue 
ae right at the cooking sur- 
ace. 


A gallon of oil operates a 
burner 18 to 30 hours. 


Prices, $9.60 to $81.00 
Approved by Good 


Housekeeping Institute 


New Pérfection and 
Nesco Perfect Oil 
Cookers Sold Here 











Small Oil Stove Advertisement That 
Is Likely to Pull. 


convention of the Ohio Sheet Metal 
Contractors’ Association, which was 
held in Columbus a short time ago— 
as you know, Mr. Hauck operates a 
big sheet metal working department 


in connection with his stove and 
hardware business, or maybe it is 
the other way. At any rate, he man- 
ages to make money out of the com- 
bination in a city as large as Spring- 
field, and sometimes we wonder why 
more hardwaremen in the so-called 
metropolitan cities do not operate 
sheet metal shops. There is certain- 
ly money in it. 

Ask Fred Ruhling in Chicago, if 
you want another example. 

Well—anyway—Mr. Hauck went 
on to tell that he started his mailing 
list from his account book, but so 
many people asked him to put their 
names on his list that now it is fully 
twice as large as it was when he be- 
gan to sent out his store paper. 

And it is no wonder, for this store 
paper is really worth while—both 
from the standpoint of the straight 
reading matter and because of the 
interesting manner in which the ad- 
vertisements are prepared. 

And that oil stove ad—tells how 
much oil it takes to operate the 
stove; tells how close the flame gets 
to the cooking surface ; tells how lit- 
tle money one has to pay. 

Then there is a small ad (not 
shown) of the phone, and the real 
service that the firm renders. But 
this, of course, can only be said and 
sounds right when it is a firm like 
Charles T. Hauck & Company that 
says it. 

And the story about “My Ma, She 
Takes No Tips.” 

That certainly is a humdinger. 
The “odd price” fellow surely gets 
the hooks thrown into him by 
“Sonny” in that story. 

Incidentally, Mr. Hauck tells us 
that even though the store paper 
costs more money than he has ever 
spent in proportion to his business, 
it brings in enough extra direct 
sales to make it a paying proposi- 
tion. 

And that is the main point, for 
no matter how clever an advertising 
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stunt may be, unless it pays out in 
returns. that you can count in your 
My Ma She 
Takes No Tips 


My Pa looking at the paper, 
says to my Ma, what a feller he 
knows told him he gave his wife 
a good tip "bout how some stores 
lop off a few cents on the price 
like 97 cents ’stead of a Dollar 
and if you know which you’re 
buying it runs up to quite a bit 
of Saving. And my Ma she just 
laffs and says that feller ought 
to run a house a while and see 
how smart he isn’t. And my Ma 
says she’s no hat check girl nor 
manicure what. has to get a tip 
of maybe two or three cents. 
She’s willing to pay adollarfora 
dollars’ worth every time,and if 
stores that give real money’s 
worth do have a sale then she 
knows she’s getting a_ right 
down reduction. She says she’s 
satisfied with what she buys at 
Chas. F. Hauck & Co. for she 
can depend on being what she’s 
expected and that she ain’t go- 
ing to go gallivantin’ around to 
no store man what cuts prices 
a bit just to get her away from 
a good store and that’s why my 
Ma She Takes No Tips. 





THE BIG STOVE STORE 


(HAS.EHAUCKs (7) 


THE TINNERs 
9 W. MAIN ST. 


“RIGHT UP IN TOWN 


Goes After Odd Price Man. 





till, it cannot be considered good 
advertising. 


Benjamin E. Watson, Well Known 
Stove Manufacturer, Passes on. 

It is with sincere regret that we 
bring to the trade the information 
that Benjamin E. Watson, secre- 
tary-treasurer of the Scranton Stove 
Works, died on July 30th, at his 
home in Scranton, Pennsylvania. 

Mr. Watson was for many years 
an associate of James Lansing, the 
president of the company, and while 
not as active in stove manufacturing 
organization works as Mr. Lansing, 
he was very well known and liked 
in the industry. 
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Business Sentiment Continues to Improve Due to Stimulus 
of Constructive Events. 


Non-Ferrous Metal Prices Strong as Sterling Favors 
Metals — Copper Products at New High Level. 


LOW improvement in the steel 

and automobile industries is 
noted in the midweek reviews. The 
steel industry is operating at about 
50 per cent of capacity, compared 
with 40 per cent six weeks ago. New 
orders are about equal to current 
deliveries. 

“The course of the trade still in- 
dicates a measurable increase from 
week to week in output of rolled 
products,” the Jron Age says. “Ex- 
pectations of further improvement 
at the mills are based on a rebound 
from inadequate replacement buy- 
ing in June and July rather than on 
any new developments in important 
consuming lines. 

“The week has. brought no 
marked change in prices, although 
buyers are not persuaded that the 
low point has been reached. The 
volume of new construction work 
appears to be falling off.” 

The trend toward business expan- 
sion, though not general, is distinct, 
gains made in July, which marked 
the turning point in several basic 
lines, have been extended in certain 
instances and the strengthening of 
confidence is an important phase. 

A swift boom in business condi- 
tions at the beginning of the year 
had too great a reaction and there 
followed a slight depression. But 
this depression has turned upon it- 
self and a forecast made in the mid- 
year bulletin on industrial and eco- 
nomic conditions in the United 
States just issued by the National 
Industrial Conference Board, 247 
Park Avenue, shows that prices 
have becothe firmer and says busi- 
ness this fall generally will be good. 


Copper. 

The tone of the copper market 
has been easier than it was for some 
weeks past. This condition was due 
ostensibly to lower prices in Eu- 
rope and recessions in the prices of 
sterling. 


Producers were asking 13.6214 
cents for Electrolytic, delivered, for 
shipment up to and including Oc- 
tober. 


Buyers, however, were more re- 
served, except when concessions 
were offered. 


Tin. 
There was a reaction of 3 cents 
in the tin market this week. 


Sales of Straits tin were made 
Wednesday, August 13, both prompt 
and futures, at 51.50 cents. Late 
in the day, however, the price went 
to 51.62 cents for all positions. 

Sterling exchange, which touched 
$4.57 on Monday of this week for 
prompt cables, reacted to $4.535%. 
The sterling market is in an erratic 
condition, but the general opinion, 
both here and abroad, seems to be 
that the recent recovery will be 
maintained and may extend even 
further. 


Zinc. 


There has been a somewhat im- 
proved amount of domestic consum- 
ing inquiry for zinc this week, chief- 
ly for early shipment. 

September and October have also 
been inquired for, but buyers are 
mostly hesitant on futures which are 
held at a small premium above the 
August price. 

Prompt and August Prime West- 
ern are quoted at 6.17% cents, 
though some sales are reported at 
6.20 cents. The tone is firm with- 
out any assistance from operators’ 
bids, the chief influence continuing 
to be the foreign market. 


Lead. 


Demand from lead consumers 
continues active. Producers report 
that the amount of August shipment 
being called for is especially remark- 
able, considering the amount of 
early shipment already booked in 
the last three weeks. Futures are 





also in demand, but fixed prices on 
these are at present difficult to ob- 
tain, even at a premium. 

St. Louis quotations for prompt 
are: 7.62 to 7.75 cents; August, 
same ; September, 7.70 to 7.80 cents, 


Solder. 


Chicago warehouse prices on sol- 
der are as follows: Warranted, 
50-50, $32.00; Commercial, 45-55, 
$31.25, and Plumbers’, $30.00, all 
per 100 pounds. 


Wire and Nails. 


Improved sentiment in wire and 
wire products has removed some of 
the discouragement recently appar- 
ent. While plain wire being placed 
is not indicative of the better tone, 
producers are booking good busi- 
ness. No firm determination is en- 
countered to solicit plain wire 
business below 2.60 cents, base Pitts- 
burgh, although in one or two in- 
stances a connection was found 
which would sell at 2.55 cents. 

Demand for wire nails is better. 
Producers are quoting 2.85 cents 
per pound, base Pittsburgh, al- 
though one or two sales are heard at 
2.80 cents, Pittsburgh. 


Bolts and Nuts. 


Although demand for bolts and 
nuts still is on the mend, prices 
generally are somewhat spotty. The 
more attractive business is the sub- 
ject of sharp competition and 70 
off still is being done on large ma- 
chine bolts. On smaller business 
the tendency is to stand on 60 and 
20 off. 

Orders from Detroit automobile 
interests have not increased appre- 
ciably, but implement makers are 
more active. 


Tin Plate. 


The tin plate industry continues 
to operate at about 50 per cent of 
full estimated capacity, as it has 
been doing since early in July as it 
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will probably continue doing the re- 
mainder of this month. 

The various independent plants 
are not operating at precisely the 
same rate, and one or two large 
plants vary their operations consid- 
erably in alternate weeks. Then 
there is the point that tonnage out- 
puts are below the average in the 
summer, being correspondingly 
above when the weather is mild or 


cool. Finally ‘there is the disturb- . 


ing element of the manufacture of 
tin mill black at tin plate plants, 
product which is not tinned. It en- 
gages hot mills but is not tinned. 
The proportion of this business to 
tin plate varies. 

The tin plate market is alike quiet 
and firm. It is an open question 
which of these two adjectives should 
come first, i. e., whether the market 
is quiet because it is firm, or firm 
because it is quiet. An inquiry 
from a domestic buyer for 100,000 
boxes would clarify the situation. 

When the incident was over one 
of three things would have occurred. 
If the inquiry were withdrawn be- 
cause nobody would shade $5.50 the 
market would be plainly marked as 
being quiet because firm. If the or- 
der were placed at $5.50 it would 
leave the market firm, but not quiet, 
if the inquiry were withdrawn be- 
cause $5.50 would not be shaded it 
would leave the market quiet. 
Sheets. 

Buying of sheets has been in- 
creasing continuously, although 
slowly for several weeks. The turn- 
ing point probably occurred in the 
first week or two of July, but the 
change then was barely perceptible. 
By this time the increase amounts 
to something and the sheet market 
is clearly decidedly more active than 
30 to 45 days ago. 

Most of the increase, which is not 
large in point of tonnage anyhow, 
is to be attributed to increased in- 
dustrial activity or consumption of 
sheets. 

There is also developed a dispo- 
sition on the part of a few buyers 
to replenish stocks in anticipation of 
better business later. 

Recently galvanized sheets were 
quoted at the flat price of 4.60 cents, 





there being so much business done 
at this one figure that it did not 
seem necessary to quote a range. 

Some business is done, in excep- 
tional cases, at under 4.60 cents, but 
this is the general market, and the 
change represented the development 
of some steadiness in galvanized 
sheets. 

Now, a similar steadiness can be 
reported in black sheets, which may 
be quoted at the flat price of 3.50 
cents, against 3.50 cents to 3.60 
cents hitherto quoted. In both cases 
of course, the steadiness comes at 
the expense of sacrificing the higher 
prices mills were sometimes obtain- 
ing. Sales below 3.50 cents are ex- 
ceptional. 

In blue annealed sheets a range 
still exists, 2.60 cents to 2.70 cents. 
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Independents seem to be doing 2.60 
cents more often than higher prices, 
while 2.70 cents is the regular price 
of the leading interest, though it is 
possible this price has been shaded 
in some exceptional cases. 


Old Metals. 


Wholesale quotations in the Chi- 
cago district, which should be con- 
sidered as nominal, are as follows: 
Old steel axles, $17.00 to $17.50; 
old iron axles, $24.00 to $24.50; 
steel springs, $18.50 to $19.00; No. 
1 wrought iron, $13.50 to $14.00; 
No. 1 cast, $16.00 to $16.50, all per 
net tons. Prices for non-ferrous 
metals are quoted as follows, per 
pound: Light 
light brass, 5 cents; lead, 5 cents; 


copper, 8 cents; 


zinc, 3'4 cents, and cast aluminum, 
14% cents. 


Pig Iron Prices Are Firmer—Third and Fourth 


Quarter Delivery Demand Increases. 


No. 2 Foundry Iron 


at Chicago Advanced to 


$20.50—Stock Piles of Iron Are Being Reduced. 


TEADINESS marks the im- 

provement in pig iron demand. 
Prices are firm in all market dis- 
tricts with the exception of Bir- 
mingham and Cincinnati. No. 2 
foundry and malleable have ad- 
vanced to $20.50 at Chicago and the 
restoration of silicon differentials is 
resulting in higher quotations on 
iron from Buffalo furnaces. Foun- 
dry iron at less than $19 has prac- 
tically disappeared in northern mar- 
kets. 

Shipments are exceeding output 
and stock piles are being reduced. 
Interest in the basic market is re- 
viving, one Pittsburgh district con- 
sumer asking for 12,000 tons. Buf- 
falo furnaces have inquiries aggre- 
gating 20,000 tons of basic. 

The eastern foundry iron market 
is more active with inquiries involv- 
ing 20,000 to 25,000 tons current in 
New York territory. The iron is 


wanted for third and fourth quar- 
ter delivery. Sales in the lake region 
fell off slightly from the total of 
the previous week, but prices are 
firmer and shipments and inquiries 


are in better volume. Some large 
users have closed for their third- 
quarter needs. Indications are strong 
that automobile builders will come 
into the market September 1. 

The market report of Rogers, 
Brown & Company says: 

“There is a better tone to the pig 
iron market, and, while buying for 
the most part continues on a re- 
stricted basis, producers find more 
grounds for encouragement and feel 
that they are drawing closer to bet- 
ter times. 

“The east is still the chief source 
of optimism. Reports of heavier 
foundry melt come in from several 
directions and shipments are better. 

Some difficulty has been experi- 
enced in securing the exact analyses 
required, the Buffalo and New York 
districts especially noticing a grow- 
ing scarcity of the higher silicon 
foundry grades.” 

Before we run out of “weeks,” 
why not have an “honest-week’s- 
work-week” ? 


Chicago Warehouse Prices on Hardware and Metals, 
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publication containing Western Hardware and Metal prices corrected weekly, 





PIG IRON. 

Chicago Foundry .......... $20 50 

Southern Fdy. No. 
. cthesectsestenes 24 01 to ae 61 
a8 cccece evetinee 04 
Malleable ikseaskeeseeeuwa ° 00 

FIRST Bart BRIGHT 
N PLATES. 
Ic 20x28 112 sheets 25 80 
Ix SREBS. cc ceases 27 25 
IxxX 20x28 56 sheets 15 35 
IxXxX SORES... ccccvcoce 16 45 
IXXxXX ee 17 55 
TERNE PLATES 

Per Box 
IC 20x28, 40-lb. 112 sheets $25 10 
IX 20x28, 40-lb. “ - 28 00 
IC 20x28, 30-lb. “ ” 21 30 
IX 20x28, 30-lb. “ 2% 24 20 
IC 20x28, 25-lb. “ - 20 30 
IX 20x28, 25-lb. ‘“ ° 23 20 
IC 20x28, 20-lb. ‘ ay 17 80 
IV 20x28, 20-lb. “ se 20 65 
IC 20x28, 15-lb. “ is 16 55 
IC 20x28, 12-lb. “ 44 15 25 
IC 20x28, 8-lb. ‘ “s 13 55 


COKE PLATES. 
Cokes, 80 Ibs., base, 20x28.$12 70 
Cokes, 90 lbs., base, 20x28. 12 95 
Cokes, 100 Ibs., base, 20x28. 13 25 
Ome, 107 lbs., base, IC 


eebhokadesians * 13 60 
Cokes, 135 Ibs., base, IX 
LK Ad eeh ea Shee keene< 15 40 
cokes, aoe Ibs., base, 56 80 
Cokes, ‘its Ibs., base, 56 
DE -¢etcwsgunedinnn he 70 
Cokes, 195 lbs., base, 56 
| RR err 10 65 


BLUE ANNEALED SHEETS. 
Base 10 ga. ..... per 100 lbs. 3 80 


ONE PASS COLD ROLLED 
BLACK. 


J aay per 100 Ibs. $4 30 
aa | Fee per100 lbs. 4 35 
No. 26 TrTrrirer per 100 lbs. 4 40 
Sb bedéeeoened per 100 lbs. 4 45 
No. 38 veaeesenen per100lbs. 4 50 
Pr -Betonces -per 100 lbs. 4 60 
GALVANIZED. 
Ph: Beteneseeed per 100 Ibs. $4 75 
a: BPs o<eews per 100 lbs. 4 90 
a;  iceesand per 100lbs. 5 05 
SP ae per100Ilbs. 5 20 
eS Se per 100 lbs. 5 35 
eee per100 lbs. 5 50 
a ie cates tedwe per 100 lbs. 6 00 


BAR SOLDER. 


Warranted. 
.. eee per 100 Ibs. 32 00 
Commercial. 
sears & werk per 100 Ibs. 31 25 
Plumbers ..... per 100 lbs. 30 00 
ZINC. 
cede sGAs 46 KR R OOM 6 75 
SHEET ZINC. 

Cask lots, stock, 100 Ibs.... 11 50 
Less than cask lots, 100 Ibs. 11 75 
BRASS. 

Sheets, Chicago base......... 18¢ 
eee 16%e 
Tubing, brazed, base....... 24%c 
Tk ME ahcrsermeusiee -16%c 
COPPER. 

Sheets, Chicago base........ 19 %e 
ME ekc'adawadch'es naw 19 %c 
Tubing, seamless, base...... 22lec 


Wire, No.9 &10B. &S. Ga. 


Wire, No. 11, 


LEAD. 
Bepetiees Pig .iccccccwcens 8 85 
i acpi’ wk tewtuwesehaweee 9 85 
Sheet. 
Full Coils ..per 100 lbs. 11 85 
Cut Coils ---per 100 Ibs. 12 15 
TIN. 
Pane . seoennad per 100 Ibs. 55%c 
Meee SO cécowene per 100 Ibs. 59%ec 


HARDWARE, SHEET 
METAL _ SUPPLIES, 
WARM AIR FURNACE 


FITTINGS AND ACCES- 
SORIES. 
ADZES. 
Coopers’. 
Barton’s eocccccccccces -..Net 
White’s ........+-- ecccccess Net 
a ag gg 


Shells, Loaded, Pete 
Loaded with Black P hewder 18% 
Loaded with Smokeless 


POWGSP cccccccccccccscce 18% 
Winchester. 
Smokeless Repeater 
GEOG ccccceccecesese 20 & 4% 
Smokeless Leader 
i aeewean a aed 20 & 4% 
Black Powder couneens 20& 4% 
U. M. C. 
eee SUD cccccssveses 20 &4% 
ASTOW ccccces cocesconcnan ae 
New Club ....-.ceees -20&4% 


Gun Wads—per 1000. 
Winchester 7- 8 gauge 10&7%~ 
9-10 gauge 10&7% % 
- 11-28 gauge 10&7%% 


ASBESTOS. 


Paper up to 1/16......6¢c per lb. 
Rollboard ....... eeeed Ke per Ib. 
Millboard 3/32 to H.-G per Ib. 
Corrugated Paper = 


sq. ft. to roll)....$6.00 per roll 
AUGERS. 

Boring Machine ........ sone 
Carpenter’s Nut .......-eeee0. 
Hollow. 

Stearns, No. 4, doz......$11 50 
Post Hole, 

Iwan’s Post Hole and we ase 

Vaughan’s, 4 to 9 in....$15 6 

AXES. 


First Quality, Single 
Bitted (emmanstes). ’ to 
4 lb, per doz.........$14 00 
Gcod Quality, Single 
Bitted, same weight, per 


GOR, cccccccccccccccecece 00 
BARS, CROW 

Steel, 4 ft., 10 Ib...... — 

Steel, 5 ft., 18 Ib.......+-4- 1 40 
Pinch Bars, 

5% ft., 24 Ib... .cccceeees 1 60 

BARS, WKECKING. 

V. & B. No. 12....c0ce- ---$0 30 

V. & B. NO. 24. .cccccceees 0 42 

V. & B. No. 324......-.- “ase oe 

V. & B. No. 30....... ° . 0 48 

V. & B. No. 380........00- 0 63 

BITS. 


All Vaughan and Bushnell. 
Screw Driver, No. 30, each $ 30 
Screw Driver, No. 1, each 18 
Reamer, No. 80, each..... 45 
Reamer, No. 100, each.... 45 

Countersink, No. 13, each... 23 

Countersink, Nos. 14-15, each 30 


BLADES, SAW. 
Atkins 30-in. 
Nos. 


cocces 40 26 
$3 90 $9 45 $5 40 


BLOCKS. 


Wooden 
Patent 


BLOW TORCHES (See Firepots). 
BOARDS. 


Stove. 
Cepatal, SO" ..cccccccesce $2 
Wash, 
No. 760, Banner Globe 
ae DB cecce pes doz, $5 25 
652, Banner re} 


_o le) .......perdoz. 6 75 
No. 801, Brass King. 

oonseuseneseeee er doz. 8 25 
No. 860, * Singie—_Plain 

DOD asxeetenadnseaee 6 25 


BOLTS. 
Carriage. 
Small, roll thread....50-10-5% 
Small and Large cut 
eee evcceors 50-5% 
Machine. 
Small, roll thread....... 60-5% 
Small, cut thread..... 50-10-5% 
BO téwenteeceedéoan -.70-5% 


BRACES, RATCHET. 
V. & B. No. 444, 8 in......$4 54 
V. & B. No. 222, 8 in...... 3 89 
Vv. & B. No. 111, 8 in...... 3 55 
Vv. & B. No. 11, 8 in...... 3 02 


BRUSHES. 


Hot Air Pipe Cleaning. 
Bristle, with nandin. each $0 85 


Flue Cleaning. 


Steel Only, each.......... $1 25 
BURRS. 
Copper Burrs only........ 40-10% 
BUTTS. 
Steel, antique copper or dull 
brass finish—case lots— 
| helt od dozen pairs $3 °$ 


Pan Bevel steel inside sets, 
case lots— 
«--per dozen sets 7 80 


Steel bit keyed front door 
GOOR, GOED ccccccecesecves 1 90 

Wrought brass bit keyed 
front door sets, each. 3 25 

Cylinder front door este, 
GRE cvcccevcvceses encuee 7 50 


CEMENT, FURNACE. 


American Seal, 5 lb. cans, net$ 45 
50-lb. cans, “ 90 
25 lb. cans, “* 2 r+ 


Asbestos, 5 lb. cans, net. 4 
PEED. wexncscees per 100 Ibs. 7 51 
CHAINS. 


% in. proof coil pyeeery per 
BOG TE. wccoeccecace 
American coil chain. 


-40 & 10% 


CHIMNEY TOPS. 
Iwan’s Complete Rev. & 


Pa: :resiheeheneune o6e 30% 
Iwan’s Iron Mountain aoa -35% 
DORMGRTE ccctccccscces 30 to 40% 

CHISELS. 
Cold. 


V. & B. No. 25, 
Vv. & B. No. 25, 


Diamond Point. 
V. & B. No. 55, % Iin.... 0 33 
V. & B. No. 55, % in.... 0 45 


Firmer Bevelled. 


% in., ea. $0 26 
56 in., ea, 38 


Round Nose. 
we ae ae ee Be Mh Dicecce 0 33 
Vv. & B. No. 65, % in..... 0 45 
Socket Firmer, 
Cape. 
V. & B. No. 50, % in...... 0 31 
V. & B. No. 50, % in..... 0 62 


CHUCKS, DRILL. 
Goodell’s, for Goodell’s Screw 


DPIVETS’ occccee List less 35-40% 
Yankee, for Yankee Screw 

DUBVETS cccccs nbeetaseees $ 

LAMPS. 

Adjustable. 

No. 100, Door (Stearns) 

 éeetesereces Peery $22 00 

Carpenter’s. 

Steel Bar..List price plus 20% 
Hose. 

Sherman’s brass, %-inch 


SOP GOR. 20cusecses cocecG® 4 
a ~t brass, % -inch, per 
z. eveceee 1 20 


CLINKER TONGS. 


Front Rank, each........ --$1 765 
Per doz. 8 


—————— 
CLIPS. 
Damper. 
— with tail ered 
2 Seer $1 25 
wen” ‘Rivet tail proces, 
OEP GO scscccccucsteal 26 





CORD. 

No. 7 Std. per doz. banks. -$10 30 
No. 8 11 16 
CORNICE BRAKES. 

Chteage oe. Pending. 
wee 2 OS Gils cccs Shesenies 104% 
COUPLING HOBE, 
BRN .cceesscees --per doz. $2 20 


CUT-OFFS. 
Kuehn’s Korrekt Kutoffs: 


Galv., plain, round cr cor. rd. 

Standard gauge ........... 40% 

Se GD 4200 690s cénesecum 10% 

DAMPERS. 

“Yankee” Hot Air. 

7 inch, each 20c, doz...... $1 76 
: Tree © 

yea se 30c, ” ewweele 2 76 

10 as - tee ~ estees 3 00 
Smoke Pipe. 

- fee ot #8 
& ™  §ateeeneennee oo @& 
9 1 OT exe hanweeeeae 50 
10 S (6desnaeweneaen . & 
12 ” * -séweedecdedes eo §=—808 
Reversible Check. 

8 inch, *- keketssaecetaee $1 56 
GS ~~ © #00 0s Cecenesees 1 76 
DIGGERS. 

Post Hole. 
Iwan’s Split Handle 


(Eureka) 
4-ft. Handle..per doz. $14 00 
7-ft. Handle..per doz. 36 00 


Iwan’s Hercules pattern, 
BOF GOB. ccccccccescecee 14 90 


DRILLS. . 
Vv. & B. Star, 12-inch Length. 


%, 5/16 and %, each....$ 27 

se ME cecécont-ouneceus 38 
B,C oneness cseenessene 57 
Fike GUE <cacenosconnsnen’ 85 

Vv. & B. Star, 18-inch Length. 

GE. ivccceenssecsnses 35 
hs GE escececwessnoseue 47 
D, GRE cccccecccecoseces 12 
Sthkc GO cc scccucvceesses 1 10 


Milcor 
Galv. 


Crimpedge, crated. .75-5% 


ELBOWS—Conducter Pipe. 


MUICOr cccccccccccccccccceces 
Galv., plain or corrugated, 
round flat. 
Crimp, Std. gauge......--- 65% 
B26 GauBe ..cccccccccccccee 10% 
B34 GOuge ....ccccccsccsses 10% 
Square Corrugated. 
MUICOP ..ccccccccccccsccess 
Standard gauge <osuqeene 50% 
26 SAuge .....eeeeeeeess + 30% 


Portico Elbows. 


Standard Gauge Conductor Pipe, 
plain or corrugated. 

Not nested 

Nested solid .....++++++70 


ELBOWS—Stove Pipe. 
1-piece Corrugated. Uniform 
~ 
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